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ESSEX TERRAPLANE BASE PRICE $425 


Wheelbase 106 Inches; 70 H. FP . 





Maryland Dealers Hear 
Pleas for Greater Measure 
Of Recipocity Among States 





Silent Second; 11 Body Types 


Box Construction of Frame and Body Are Empha- 


Pennsylvania Program to Limit Visiting to 15 Days INDIA TIRE ENJOYS 
Is Assailed by Both Maryland 
And NewJ ersey 


Ocean City, Md., 


July 21.— 


Over 200 Maryland automo- 


bile distributors and dealers were leaving Ocean City today 
following the close of the third annual convention of the 
Automobile Trade Association of Maryland in two-day ses- 
sion here at the Atlantic Hotel. 

The final day of the convention ®— 


found motor vehicle administrators 
of New Jersey and Maryland at- 


tending the sessions here predicting 
that passage of the bills now pend- 
ing before the Pennsylvania Legis- 
lature would result in the virtual 
isolation of that state as regards 
motor vehicle traffic. The bills now 
pending in the Keystone state would 
restore the old fifteen-day reciproc- 
ity limit on commercial and passen- 
ger vehicles, reduce load limits and 
place commercial vehicles under the 
jurisdiction of the Public Service 
Commission. 

“All motor vehicle administrators 
in the East are hopeful Pennsylvania 
will not pass any harmful legisla - 
tion affecting the automobile,” 
Harold G. Hoffman, commissioner 
of motor vehicles of New Jersey, 
said. 

“In New Jersey we feel everything 
should be done to make intercourse 
easier between neighboring states. 
In the past few year New York and 
New Jersey have spent over $125,- 
000,000 to expedite traffic between 
their territories. 

“The old theory that every state 
should grab off and soak visitors 
from every other state whether they 
are touring or on business to my 
mind is a pretty fallacious theory. 
In New Jersey we have estimated 
that to enforce the fifteen-day 
limit would cost us more than we 
could get in revenue and at the 
same time we would be continucusly 
jeopardizing our friendly relations 
with neighboring states. 

“Courts have ruled that to force 
an out-of-state vehicle owner to 
register in New Jersey we would 
have to prove he had been in New 
Jersey fifteen full days, were such 
a law in effect, and that would 
mean we would have to place in- 
spectors working twenty-four hours 
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GILMAN NAMED 
PACKARD VICE-PRES., 


SUCCEEDING PETERS 








Detroit, July 21—As a successor 
to H. W. Peters, M. M. Gillman has 
been named as vice-president in 
charge of distribution of the Pack- 
ard Motor Car Company. Gilman 
comes from New York, where he 
was vice-president in charge of <ales 
of the Packard Motor Car Company 
of New York, which is headed by 
Lee J. Eastman. 

Gilman has been with Packard 
for more than thirteen years. He 
started as a truck salesman in 
Brooklyn, then became truck sales 
manager at the New York branch. 
When the company went out of the 
truck business, Gilman became first 
general accessory manager of the 
New York branch, then wholesale 
sales manager, and finally vice- 
president in charge of sales. Now 
he comes to Detroit. 


ADDITIONAL RULES 
ON EXCISE TAXES 
OFFER BY N. A. C. C. 


New York, July 21.—Further clari- 
fication of moot points in the ad- 
ministration of the automotive ex- 
cise taxes has been made from time 
to time by the Internal Revenue 
Brveau. Some of these questions 
are summed up here by the National 
Automobile Chamber of Commerce, 
with the understanding that, while 
they are not final, they indicate a 
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| BEST SIX MONTHS; 
PAY INCREASED 20% 


Akron, O., July 21.—Frank A. 
Scott of Cleveland has been elected 
chairman of board of directors of 
India Tire & Rubber Company. Mr. 
Scott is fiscal trustee of Western 
Reserve University and director of 
Cleveland Trust Company. 

In the six months ended June 30 


production and sales of India Tire} 


were greater than in any previous 
| first half year in the history of the 
company. Officials stated so far in 
July there has been no let up in 
sales and the plant continues to 
operate on four six-hour shifts seven 
days a week. 

At the safe time W. G. Klauss, 
president of the India organization, 
announced that the company was 
making a general salary increase of 
20 per cent., offseting a similar re- 
duction instituted last January, 


CANADIAN FORD 
STARTS SHIPMENTS 
OF CARS TO ENGLAND 


Detroit, July 21.—Ford Motor 
Company of Canada, Ltd., this week 
will ship 220 completed assembled 
Ford V-8 cars to England, repre- 
senting the first consignment of a 
$3,000,000 order recently received 
from the Ford Motor Company, Ltd., 
of England. 

An agreement between the two 
Ford companies was reached in June 
whereby Canadian Ford will supply 
between 18,000 and 20,000 Ford V-8 





TRUCKS SHOW GAIN 
IN LIVE STOCK HAULS 


Des Moines, July 21.—Further 
figures on live stock going to the 
big markets in this region by truck, 
compiled by Bailie Ellis, statistician 
for the state board of railroad com- 





rset 
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ESSEX Terraplane coach 


$$ . 


sized Features of Design; Engine Is 


L-Head Six Cylinder 


Detroit, July 21.—The unveiling of the much-discussed 
Essex Terraplane takes place today, and Automotive Daily 
News is permitted in this present issue to carry to its readers 
a complete description and pictures of this interesting new 





JUNE TRUCK SALES 
CONTINUE TO RUN 


| 


ne Cae. 


There are many interesting fea- 
tures of design and construction to 
be found in this new member of the 
Hudson family. There will be wide« 


JUST UST UNDER MAY spread discussion of many of them, 


Detroit, Sale Senta 21.—Release by R. 
L. Polk & Co. of June sales figures 
for commercial vehicles in thirty- 
two states and the District of Co- 
lumbia, give a total of 9,083. 

In this same territory in May this 
year the total sales amounted to 
9,360 truck units. In June, 1931, the 
total was 14,226 vehicles. 

If returns from the _ fourteen 
states remaining to be heard from 
maintain the ratio that has pre- 
vailed so far, the total commercial 
vehicle sales for all the states will 
run to about 18,000 units. This esti- 
mate ignores the state of Georgia, 
which has not yet filed a sales re- 
port for any month of 1932. How- 
ever, the 18,000 total should be close 
to the actual figure, even with 
Georgia | included. 


WILCOX-RICH PAY ROLL 
Marshal, Mich., July 21.—The 
Wilcox-Rich Corporation, working 
on a contract to supply Ford valves, 
has increased its pay roll more than 
10 per cent. since July 1, 


Comparative Prices for the Six 


Contenders in the Low 
Priced F ield 


The following table presents for purposes of compari- 
son prices for similar body models in the leading makes in 
the lowest price bracket, with the newcomer, the Essex 


Terraplane. 
Body Essex Chev- Ply- Willys- 
Model Terraplane Ford$ Ford4 rolet mouth Overland 

Roadster ..... 425 460 410 445 A495 535 
Coupe jose ae 1490 440 490 565 #650 
PEE i cceae css 495 445 495 ro ee 
Coach ........ 475 500 450 495 495 650 
Roaster d.1....  ... 500 450 £485 585 
Sport Coupe .. 510 535 485 535 ies mee 
Phaeton d. l|.... oe 545 495 e 595 eee 
COSEN f.L..cce Bib 550 = 500 515 ea 
Coupe d. 1l..... 510 575 525 510 or 715 
Sedan eeee ‘Uae 590 540 590 575 740 
Victoria eee ahaa 600 550 rye ees 
Cabriolet ...... 610 610 560 595 645 ore 
Sedan d, 1..... 590 645 595 615 635 770 
Sedan cony, . 650 600 a 785 
Eemee. ~~. 6 sss 625 oa 
Custom Sp. Rd. Pa, 715 
® GCoune®..3;<. a 575 ahi ey 
Sport Road.... 525 sac 595 wea 
Coupe R. S..: 550 eae aa a ° 610 see 


| 





Here are the essentials of the Essex 


Terraplane: 

Wheelbase, 106 inches. 

Engine, six cylinder, L-head, 
2t% by 4%. Brake horsepower, 70 at 
3,200 r. p. m. Power plant mounted 
on rubber. 

Three-bearing crankshaft, sta< 


tically and dynamically balanced, 
Downdraft carburetion system, 


Transmission, synchronized shift, 
constant mesh gears, with silent 
second. 

Cork insert clutch. 

Box type frame, wire wheels and 
17x5.25 tires. 

Eleven body models. 

Weight of coach 
pounds, 

Prices from $425. 

Among the features emphasized 
by the manufactyrers the method of 
amalgamating frame and body is 

perhaps as interesting as any. The 
entire bottom portion of the body 
is a stamping, which forms a web 


model, 2,400 
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RECIPROCITY URGED 
BY MARYLAND DEALERS: 
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in three shifts of eight hours each 
at every tunnel, bridge and road 
leading into the state.” 

D. Marshall Schroeder, deputy 
commissioner of motor vehicles of 
Maryland, said the passage of the 
pending Pennsylvania legislation 
would have the effect of putting! 
that state in the middle of an island | 
as regards motor vehicle traffic. 
Such legislation would mean a 
breakdown of every principal the; 
different states have been working 
for for the ten years. he said 

Both motor vehicle administrators 
said that the laws of their states} 
extended reciprocity onlv as far as 
the laws of the state in question 
would permit, and that Pennsylva- 
nia motorists would find a fifteen- | 
day visiting limit awaiting them in| 
other states should such a limit be- 
come effective in their own 

From one-third to a half of the 
20,000 automotive dealers in the 
United States today will have failed 
by the beginning of the next sell- 
fing season, James Dalton, industrial 
editor of Motor told the Maryland | 
dealers at the final business session. | 

And manufacturers will have to 
declare a new deal for their dealers 
before they will be able to succeed | 
in bringing any additional capital | 
into automobile merchandising, he | 
said, adding the observation that in 
his opinion no automobile manufac- 
turer today has the financial re- 
sources to permit him to enter the 
automobile retailing business on a 
nationwide scale. 

“Our grief is not yet over,” Mr. 
Dalton said. “The next three 
months will bring countless business 
tragedies, but by then I believe we 
will have reached the _ irreducible | 
minimum. Almost I am persuaded | 
that we dare hope October or No- 
vember may bring a turn in the 
upward path which will lead us to 
business recovery.” 

Other speakers at the final busi- 
mess session were S. F. D. Meffley. 
sales manager, National Used Car | 
Market Report. who spoke on used | 
car prices; George Lindsay, counsel 
to the trade association, who spoke 
on “Legal Pitfalls.” and Louis} 
Shank, Ethyl Gasoline Corporation, | 
who spoke on “The Key to Increased | 
Sales.” 

Both Mr. Hoffman and Mr. 
Schroeder spoke at the annual ban- | 
quet of the association which | 
brought the convention to a close. 


NEW CHEVROLET DEALER 

Centerville, Ala., July 21 (UTPS). | 
—The Frederick Chevrolet Company | 
opened for business here recently. 





| Ellison, 


| ceding period. 


| the net 


trify 
; used by the Great Lakes Pipe Line | 
es the number of holders of Cities | 








FINANCIAL NEWS. 


OIL AGREEMENT 
Paris, July 21—A general agree- 
ment on a plan to raise world oil 
prices 20 to 25 per cent. was reached 





by the delegates of the American, | 


CANADIAN FORD 
STARTS SHIPMENTS 


(Continued from Page 1) 


British and Rumanian oil interests, | 


according to a report in Le Temps 
this evening. This paper declares 
that the Rumanian delegates left for 
Bucharest in order to discuss the 
agreement with producers there. 


MID-WEST OIL PRICES 


Tulsa, Okla. July 21.—A_ wet 


| blanket was thrown over the hopes 
|} of midcontinent oil men for a price 


increase in return for a further re- 
duction in output today by R. S. 
president of the Stanolind 
Crude Oil Purchasing Company, 
He said the big task is to retard 
output fast enough to keep pace 
with declining 
maintain existing prices, 


PETROLEUM MEETING 
Colorado Springs, Col., July 21.— 
Engineering and legal experts, with 
old-production data, labored today 


over reports to be presented Friday | 


to directors of the American Petro- 
leum Institute, 

The directors plan to take up the 
question of curtailing production by 
150,000 barrels daily. That would 
bring production in line with con- 
sumption. It would fix total pro- 
duction at 2,000,000 barrels, instead 
of the present figure of 2,150,000. 


CITIES SERVICE 

New York, July 21.—The Cities 
Service Company reports for the 
twelve months ended on June 30 
gross earnings of $36,722,723, com- 
pared with $48,812,303 for the pre- 
After interest and 
expenses, the net available to divi- 


|dends and reserves was $22,909,742, 


against $34,053,652. After providing 
for dividends on the preferred stock, 
for common stock and re- 
serves was $15,517,294. compared 
with $26,692,084, in the previous 
twelve months. 

For June, gross earnings were 
$2,468,689, against $2,367,345 in June, 
1931. After deducting expenses and 


| interest, the net available to stocks 
|and reserves was $1,389,761, against 


$1,173,901. The net to common stock 


consumption to} 
P } aboard and taken to garages on the 


completed cars and engines to the 
{English company in a year. The 
|}Canadian company in return will 
|} take from the British company ap- 
| proximately 3,600 eight horsepower 
|Ford cars for markets in its export 
, territories. 

The transactions between 
Ford companies involve orders to- 
| taling more than $5,000,000, accord- 
jing to Wallace R. Campbell, presi- 


;dent of the Ford Motor Company | 


of Canada. 


The ship on which the first de- 


OHIO COURT RULES 
| SIX WHEEL VEHICLE 
_ MUST CONFORM TO LAW 


Cleveland, O., July 21.—A 


six- 


| wheel truck with three axles must) 


| ees to the weight limits of any 
| other single motor vehicle, accord- 
jing to a decision by Judge Jones in 
the District Court for the Northern 


| District of Ohio, Eastern Division, . 


| dismissing a petition by Joseph J. 
|Barnett against James Moloney, 
| sheriff, et al. 
| Judge Jones previously had de- 
jnied a preliminary injunction and 
jnow has issued a memorandum on 
| final hearing. 
| Making reference to recent deci- 
| sions of the Supreme Court of the 
| United States in Sproles vs. Binford 
;}and Continental Baking Company 
ivs. Woodring, both of which were 
decided May 23, 1932, the memoran- 
dum said that the complainant in 
| this case, 


highways, insists that his case may 


(Continued on Page 7) 





and reserve after providing for pre- | 


ferred dividends, was $762,936, 


j; against $560,435. 


The company reports that one of 
its subsidiaries, the St. Joseph Rail- 
way Light. Heat and Power Com- 
pany, has closed a contract to elec- 
the oil-pumping equipment 


Company. Sales of refined oil prod- 
ucts by its marketing subsidiaries 


PRECISIVUN BEARINGS 


BALL, RVLLER AND THRUST 


|'showed a slight increase over the 
same period of 1931, the company 
|}announced. The company’s subsidi- 
| aries completed thirty-one wells in 
the east Texas field in June, bring- 





| of this year to 129. 


For thirty days ended on June 


Service common stock increased 


for the first six months of 1932 3.695, bringing the total to 535,920. 









OF CARS TO ENGLAND} 


the | 


“though not contesting | 
the power of the state to regulate | 
traffic by motor vehicles upon its 


ing the total for the first six months | 



















A Job Well Done 
* * 
Dig Up a Cadillac 


* * 
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Pontiac Widens Streets 
*  * 





” 









A Timely Warning 
* * * 


Chris Sinsabaugh—Detroit Editor 











iA a weeks and weeks of “it is rumored,” “it is said,” 
“gossip has it,” ete., the secret is out—we have the 


Terraplane, Arthur Brisbane—he, too, writes a column, 
| “Today,” in all the Hearst dailies—hatched the publicity egg 
‘of the pre-christening campaign with his veiled reference to 
a new type of automobile to be called a Terraplane. He had 
the whole country guessing about it until the Hudson com- 
pany acknowledged the paternity by means of a wonderfully 
' staged christening in Detroit yesterday, followed by a 2,000- 
car driveaway. 
~ - a 

YOU CAN READ ABOUT the sensational debut of the 
Terraplane and the details of the new car elsewhere in 
A. D. N. It is the purpose of the column conductor to tell 
what was going on behind the scenes prior to the debut, and 
to hand out a few well earned encomiums to those responsible 
for the publicity that built up the debut—Bill James, Hudson 
sales promotion and advertising manager, and the staff of 
| Erwin-Wasey, advertising counsel. [ never have seen a cam- 
paign better handled than this one. 


i * * 

A STREAM OF PRINTER'S ink followed every pub- 
licity move made by Commander-in-Chief James. What he 
‘didn’t think of those well trained newspaper men, Bob 
Mickam, Sam Fuson and Rand Dustman of Erwin-Wasey, 
and Ed Schipper, Hudson publicity, did. 

From their typewriters came stories that made front- 
page material in all parts of the country—mystery stories, 
with no names mentioned, about unified body construction, 
power to weight ratio increase, new engineering principles, 
not to overlook low price. The Brisbane broadside added 
| fuel to the publicity flames, so the public was in a receptive 
'mood when the big story broke. 

Strengthening leads, as Ely Culbertson might call 
them, were the securing of Amelia Earhart to christen the 
baby, bringing the ten eminent engineers to Detroit for a 
preview; the gigantic 2,000-car driveaway; the parade 
through the city streets; the support given by Gov. Brucker 
and Mayor Murphy, and giving No. 1 Terraplane to Orville 
Wright. 

oe * of 
“CAN YOU BEAT THIS?” said John Chick, Cadillac- 


| 





(Continued on Page 11) 
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TRUCKS SHOW GAIN 
IN LIVE STOCK HAULS 


(Continued from Page 1) 


missioners, reveal that the shift 
from rails to truck is growing larger 
each year. 


Compilaticns for the year 1932 are 
for the five-month period from 
January to May, but the figures for 
|} 1929, 1930 and 1931 are for 12 








|months each. Comparisons follow: 
{ o:t ° cs9 
” Of2 »°O o2% 
= O — wo eon’ 
| = oSF Od vse 
se | Five Months [eee ao aoe 
Boss “oo Sue Sig” 
aH | tea2: zgen sgoa “gee 
NHS MHS ans 
| Cattle 67.05 19.35 50.76 
| Calves 72.24 66.59 65.02 
Hogs 86.35 55.3 48.2¢ 
A | Sheep 40.32 10.04 26.6 
| Horses & mules 31.59 23.7 24.92 
| Year 1931 
| Cattle 50.15 11.15 29.70 
| Calves 35.47 35.16 59 68 
| Hogs 81.81 51.55 41.88 
| Sheep 28.80 13.38 16.60 
Horses & mules 26.74 18.97 12.03 
Year 1930 
Cattle 39.04 7.80 20.5§ 
Calves 30.88 27.00 45.49 
| Hogs 71.65 39.22 26.56 
| Sheep 24.48 11.17 11.98 
| Horses & mules 20.69 6.06 8.90 
} Year 1929 
| Cattle 32.09 5.41 14.36 
| Calves ... 38.08 21.78 33.1 
Hogs 64.48 28.62 17.0 
; Sheep. ..... 24.53 10.29 9.92 
|; Horses & mules 11.66 5.01 5.71 


j NEW TRUCK OUTLETS 

| South Bend, Ind., July 21.—The 
| following*new Studebaker commer- 
|cial car dealers have been recently 
jmamed: M. C. Waters Garage, 
| Brookfield, Mo., and Studebaker 
| Pierce-Arrow Rockne Sales Corpor- 
i} ation, Dallas, Texas, 











etail Salesme 


© 


This department is devoted to 
sion of the industry. 


let us get it ready for publication. 


you commissions. 


Dealers read this page. Give 





Salesmen, this is your department. 
Daily News wants you to get something from this department that ‘vill 
help you in your work on the firing line. 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 





the interests of the retail sales divi- 
Automotive 


It wants you to pass on 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don't. 





CARE IN SELECTING PROSPECTS 


IS THE SALESMAN'S CUE TODAY 


In the current issue of the Pontiac Chieftain, the news- 
paper devoted to the interests of Pontiac dealers and sales- 
men, there is an excellent article for salesmen on the wisdom 
of using selective methods in picking prospects at the present 


time. 
Pontiac sales commissions obvi- 


ously don’t lurk among those un- 
fortunate individuals who for one 


reason or another are utterly unable 
to buy an automobile. And so it 
is equally obvious that the sales- 
men who attempt to sell cars to 
Tom, Dick and Harry, regardless of 
the latters’ ability to buy, certainly 
are wasting a great deal of valuable 
time. 

Therefore, it 
economy to get the 
out by some means whether a 
prospect is able to bu;—not just 
whether he would like to buy if he 
had the means to do so. Below are 
outlined three fact-finding plans, at 
least one of which should be found 
suitable for use by any dealer. He'll 
find the effort well spent, for which- 
ever plan he chooses to employ not 
only will get new prospects but will 
enable him to sort out those pros- 
pects and permit his salesmen to 
work in fertile territory—among 
people who can buy if they are 
properly sold. 

PLAN NO. 1 
SAFETY CAMPAIGN 


The dealer may sponsor a “Drive- 
a-Safe-Car” campaign. He offers 
to inspect all cars free of charge. 
His salesmen and any others he de- 
sires to hire—high school or college 
students, women or girls—call on car 
owners and explain the campaign. 
They have campaign slips in dupli- 
cate to be signed by the prospect, 
by which he commends the dealer 
for conducting the safety campaign 
and agrees to bring his car in for 
the free safety inspection. Name, 
model and year of car are entered 
on the slip. 

If the prospect is a woman: “Mrs. 
Brown, does your husband drive the 
c.r to work every day or do you 
have the use of it?” She will either 
say “Yes, he does” or “I drive him 
down” or “I have the car myself all 
day” or “He is not working now.” 

It is sometimes possible to find 
out where he works and that he 
does by asking, “How far does he 


becomes good 
facts—to find 


have to drive?” and “Oh! that’s 
down at—(naming a plant or 
company). Once the firm is 
known, the salesman can say 


“Well, if Mr. Brown is with a good 
firm like that, you don’t have to 
worry about the depression do you?” 
She will give some answer which 
will indicate either confidence in 
the security of Mr. Brown's job, fear 
that he may lose it or regret over a 
salary cut; no doubt she will state 
whether he works full time, part 
time or on commission. 

Information gained by these ques- 
tions, together with a description of 
the type of residence, indications of 
prosperity or poverty, condition of 
property and appearance of car, 
should all be noted on the back of 
the duplicate slip after the salesman 
has left the premises. 


PLAN NO. 2 
“PREPARE FOR PROSPERITY” 
CLUB 
Organize among the wives, 


mothers and sisters of the men in 
your organization a club whose pur- 
pose it is to get ready for the re- 
turn of prosperity. Into this club 
can also be taken such women as 
you need to do the job—namely, 
finding out who has the money to- 
day. You can arrange to place 





o— Ee 


lin a fund for this club a certain 
| amount for each prospect turned in 
| who actually buys a Pontiac or you 


can pay the members so much per 


call made. 

Each member is assigned a dis- 
trict. She goes to the door and ex- 
plains that she is . member of the 
“Prepare for Prosperity” Club and 
that she is attempting to discover 
what people are going to need in 
the way of maid service, garden- 
ers, repairs to the the house, etc. 

The answers will indicate 
whether the husband is employed, 
whether they have been keeping 
up the house properly and what 
they may need when conditions 
improve. With this start, a good 
questioner can find out almost 
everything about the family—the 
car they drive, its age, etc. A speci- 
fic statement as to their intentions 
about buying a new car usually can 
be obtained if the question is 


mixed with others to avoid suspi- | 


cion. 
PLAN NO. 3 





the credentials necessary to obtain 
information from people. 

These reporters call at homes 
to get “news items” for the paper— 
| especially visitors, parties, vacation 
| trips, etc. The reporter can always 
remark, “Well, the depression 
doesn’t seem to have hit you folks 

very hard.” This will bring forth 
|; Some statement which may lead to 


| 


other questions. Another one is, 
“We always like to print articles 
about good business records. Do 


you know of any unusual progress 
your husband’s business is making?” 

This will bring forth a denial or a 
boast. 

It is important that any items of 
news interest should be turned in 
to the paper. The paper will be 
glad to get them, the prospect will 
be pleased and the activity thus will 
be justified. 

Before leaving one house, the re- 
porter should try to get the names 
of nearby neighbors so that they 
may be greeted by name. 


CLEVELAND DE SOTO 
DEALERS HOLD MEETING 


Cleveland, July 21.—More than 
| 250 De Soto dealers and salesmen 


| from Cleveland, Akron, Canton, 
Youngstown, Lorain, Ashtabula and 
|Conneaut, all cities of northern 


Ohio, met Tuesday evening at Ho- 
'tel Statler to hear De Soto officials 


i discuss a sales program for the sec- 
,ond half of this year. 

| Among the speakers were R. M. 
|Rowland, assistant general sales 
manager of the De Soto company; 
Orrin P. Kilbourn, vice-president of 
J. Sterling Getchel, Inc., advertis- 
ing counsel for De Soto, and S. C. 


McDonough, head of McDnough 
Motors, Inc., distributor for this 
territory. 


| CHEVROLET SALESMEN GET 
WEEK’S TRAINING COURSE 


| Little Rock, Ark., July 21.—O. B. 


| 


ss hs 





Wilson of the ° Memphis Chevrolet 
Motor Company is in Little Rock in 
charge of a week’s training course 
for Chevrolet salesmen, which start- 
nature and the dealer is usually |ed Monday at the Hotel Lafayette. 
close enough to the paper to have | Twenty-five salesmen of the Bale & 
a group of women, young men or! Critz Chevrolet sales agencies are 
girls designated as reporters with | enrolled in the course, it was stated. 


SPARKS from JDETROIT 


(Continued from Page 2) 


| THE INQUIRING REPORTER 
The local newspaper is always 
glad to get news items of a social 


La Salle sales manager, as he passed over a story that had 
come to his desk from Canada. Of course, it had to do ,with 
Cadillac and I didn’t wonder at the exclamation. 

Seventeen years ago W. J. Mathers of Toronto closed 
| his home and went to Vancouver, never returning. He died 
|recently and his estate was wound up. The Toronto home 
| was visited by his executors, and in inventorying it they dis- 
covered the garage. In the seventeen years trees had grown 
up, blocking the driveway, filling the back yard and almost 
hiding the garage. 

In that garage was discovered a 1909 Cadillac, which 
had been standing there all those years. It was one of those 
with the copper water jacketed engine and the speedometer 
showed only 3,570 miles. Three of the tires still had air in 
them. The auctioneer was offered $2 for the car, but 
refused it, saying he would place it on exhibition in Toronto. 
* * 


PONTIAC USED TO BE the bottle neck on the way to 
Flint. The main street was narrow and there were many 
traffic accidents. The town constructed huge islands of 
safety at the corners, strong enough to stop a battleship. 
Then recently another route was built, taking through 
traffic out of the business section. Then the street car 
tracks were removed, but the safety isles remained, still a 
menace to traffic. 

Now I hear the city has started to remove the isles and 
it is proving a tough job. But it is giving work to the 
unemployed at a time when it is most needed. When the 
work is completed the main street is going to be like a 
boulevard. 


+. 


* * % 


A CAUTION THAT should be passed along by dealers 
to their customers is found in a story from Flint. A citizen 
of the town crashed into an electric light pole and a high 
voltage wire dropped across the car. Despite a warning 
from onlookers, the. owner sought to open the door. As he 
touched the door handle he was electrocuted. 
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How to Make Money on Used Cars 


By S. F. D. 


Sales 


Manager National Used Car Market 


MEFFLEY, 
Report, Ine., 


in an address delivered before meeting of Maryland State 


Association at Ocean ( 


‘ity, Md., July 18, 1932. 


The total new car production this year may reach 2,500,- 
000, but no matter what the figure is, within a year they will 


95 


be added to the 


Used car values stand alone and 
are always dropping. From the very 
day you take in a used car, the mar- 
ket for it declines. The hour you ac- 
quire it, it is worth less money than 
when you began to bid for it. The 
longer you keep it, the less it is 
worth. Overhead charges, storage, 
insurance, selling effort, all tell the 
same story. The cost of the dealer 
increases, while the possibility of 
sale diminishes. 

Just how are you going to arrive 
at the market value of a used car? 
In any discussion of used cars, we 
must always remember there is a 
market and a sentimental Value. 
The price the car will bring in your 
particular market is its market 
value, whereas the value the pros- 
pect places on his car when he at- 
tempts to sell it to you is what we 
are pleased to call its sentimental 


value. Then there is the question 
of style. A car may have been given 
excellent care—it may have many 


miles of unused transportation in it 
—but because of change in style, 
mechanically it is wrong and in ap- 
pearance it is obsolete. 

Again, the law of supply and de- 
mand plays an important part. 
Your used cars may have style in 
abundance — may be in the best 
condition—but with an oversupply, 
the market value will be at low ebb. 
Even the weather has a direct bear- 
ing. An open car in January will 
bring more money in Florida or 
southern California than in Maine 
or Washington. These are just a 
few of the factors. 

It hardly seems feasible that any 
individual or small group of indi- 
viduals could hope to develop cor- 
rect prices on used cars. Even the 
National Used Car Market Report, 
Inc., makes no such attempt, but 
rather uses the services of thousands 
of dealers throughout the United 
States, combined with many other 
factors gained from the experience 
of many years., 

During all of this time, we have 
stood for the principle that an auto- 
mobile cannot be purchased and re- 
sold at the same or less price and 
leave a profit for the dealer. The 
retail market value must be known. 
Take in your car at a price suffi- 
ciently below such a market price 
as to cover reconditioning, adver- 
tising, salesmen’s commissions and 
other overhead costs, if you are to 
make a profit or break even. 


Let us admit that every man here | 


has trimmed his sails for stormy 
weather; that you have cut your 


working force to the minimum, that | 


you have slashed your overhead to 
the bone, that you have increased 
your maintenance department ac- 
tivities, that you are running your 
business on a very economical! basis 
in the hope and expectation of mak- 
ing a profit in your business this 
year, 


,000,000 used cars already on the market 
all of which must have a market price to 


That profit has not devel-! 


dispose of them, 


|oped. The year is half over. There 
still remains one point in your op- 
eration where there is a possibility 
of profit development and, if prop- 
erly handled, may give you a net 
profit and certainly will let you 
break even, 

That is in your used car depart- 
ment, 

Since the used car has become a 
problem in our industry, you have 
permitted your customer to oversell 
you on the value of his used car be- 
cause of anxiety on the part of the 
salesman to sell and, because of a 
certain amount of egotism in your 
own makeup to have your name at 
the top of the registration list. The 
loss on user cars in the past has 
been absorbed in new car profits, 
but when the percentage of used 
car sales to new car sales in steadily 
increasing and the ratio for 1932 
likely to be one to three; when the 
volume of new sales is down, as 
compared with previous years, the 
possibility of passing along used car 
losses On neW car sales is no longer 
|in the picture. Every transaction 
must stand on its own feet. 

The degree of success which a 
dealer may attain in the year 1932 
will be marked by his ability to 
make a profit or at least break even 
on every used car transaction. 

As our men are contacting dealer 
groups and sales organizations all 
over the country, examples of better 
merchandising could be repeated 
many times. But the lesson to be 
learned is, used cars cannot be pur- 
chased at a price and then resold 
| for the same or less price and leave 
a profit for the dealer. 

The secret rests entirely in the 
method of handling customers from 
the time your salesman first con- 
tacts them until the car they buy is 
delivered to them, and afterwards. 
I say afterwards, because if you do 
not handle them properly and really 
sell them into the idea that they 
have received a satisfactory allow- 
ance for their used car, then you 
| haven’t won their good will. And 
without their good will and their 
constant boost for you and your 
place of business among their rela- 
tives and friends, you are losing far 
more than any profit you may or 
|} may not make on the sale. 

Now I want to explain to you how 
you and your salesmen can do it; 
how other successful dealers and 
salesmen all over this country are 
actually doing it. 

Suppose I sell you chairman a 
new car and in so doing buy his old 
car. You will note I said “buy” and 
not let him sell it to me. As our 
service begins with the used car, 
we will assume that I have already 
| done the preliminary selling of the 
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The Chicken and the Egg 


ACK in the mauve decade of the last century, any joker 

at any party usually could get a feeble laugh by the 
stock inquiry: “Which came first the chicken or the egg?” 

During our present long continued economic headache 
we have had many suggestions of remedies and cures. 
Financial doctors have assured us that we must do such and 
such a thing or suffer the consequences. Economic experts 
have told us that above all things we must not do the very 
things that the doctors have ordered. 

But in the welter of plans, ideas, hopes and what have 
you, one fact stands out. Buying has been reduced to such 
an extent that our 120,000,000 people do not keep our mills 
and factories busy. 

Now it is obvious that buying power cannot be increased 
until our industries start going again to put wages into the 
pockets of prospective buyers. It is also evident that indus- 
tries cannot put on production speed until buying power 
improves so that our people will consume the increased 
output. 

If that isn’t the chicken and the egg all over again, we 
do not know what it is. 

Actually, however, there is a catch in all this. The fact 
is that while buying power in this country has been depleted 
by unemployment and by wage cuts, people who still have 
some of their once vaunted ability to buy are not doing so. 
The man who has had his salary cut by say, one-third, has 
cut his buying even more than that percentage. He is, 
perhaps, buying half as much as he did in 1928 and 1929. 
The man who is so fortunate as not to have had his income 
reduced at all, if there be any such, is probably buying only 
two-thirds as much as he did formerly. 

In other words, we Americans have reduced our buying 
even further than our incomes have shrunk.- The whole 
situation tends to impress on every one the need for saving, 
the necessity for reducing expenditures. We have carried 
this further than actual conditions justify on the basis of 
comparison between income and buying as they existed in 
the days of prosperity. 

With this situation fairly obvious, there is just one cure. 
By extra pressure on selling and advertising, business may 
hope to bring buying up to the level justified by present 
income, 


Mall subscriptions to 1926 Broadway 








| A Good Business Credo 


We recently ran across the following business com- 
mandments. The authorship was anonymous, but there is no 
much good common sense in this brief new testament of 
business that we pass it on to our readers: 

WE HOLD THESE TRUTHS TO BE SELF-EVIDENT: 

That honesty is not only the best, but the most profitable 

olicy. 
. That a business succeeds only as it serves, 

That no business can long exist unless it performs some 
service either better or more cheaply than any other agent. 

That retaining the business of an old customer is more 
important than getting the business of a new customer. 

That courtesy pays dividends regularly and promptly. 

That a business which is operating without a knowledge 
of its costs is riding to ruin. 

That the best salesmen a business can have are its 
customers. 

That the greatest asset of a man or a business is the 
reputation for fair dealing. 

That the goodwill of the employee is just as desirable as 
the goodwill of the trade. 

That all the advertising in the world will not create a 
permanent demand for an inferior product. 

That success in business is more often won by men who 
are steady, conscientious pluggers than by brilliant on-again- 
off-again boys. 

That common sense is the rarest commodity on the 
market. 

That the prizes in this world go to those who are 
orderly, industrious, fair and temperate. 

ANONYMOUS. 





A. D. N. Offers Dealers $100 for Letter 


This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 





Day. Read Offer Below 





T has been decided to broaden a little the rules of the prize contest which Automotive 


Daily News is now running. 


Instead of offering prizes for letters from dealers who 


are doing more business than they did last year, we now include all dealers, even though 
they may not be exceeding the profits they earned in 1931. 

Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 


business may not be exceeding that of 1931. 


The plan is to pass on to other dealers 


methods, systems or ideas that will help them get more out of this reluctant market, 
The editors of Automotive Daily News will be the judges of which letter is best, and 
prizes will be awarded by them, their judgment being final. 

Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. 

Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 


your fellows the recipe that is enabling you to make money in a tough year. 


How to Make Money on Used Cars 





(Continued from Page 3) 


new car. I have made the presen- 
tation and demonstration to Mr. 
Smith, and by the way, I wish to 


point out to you that a great many 
sales of new cars are lost because 
of lack of proper presentation on 
the part of the salesman, The 
presentation and demonstration of 
the new car must be made prior to 
any discussion of the used car. 
Having accomplished this, Mr. 


Smith comes right out with the 
question: 
Mr. Smith: “Meffley, what are 


you going to allow me for my used 
car?” 

Being a good salesman and hav- 
ing been properly coached by my 
employer, my reply is: 

“Really, I do not know, Mr. 
Smith, let’s go out and take a look 
at your car.” 

On the way out to the car I ask 
Mr. Smith the year model of his 
car and he tells me it is a 1928. 
Walking around the car I remind 
him that he has had a lot of en- 
joyment and use out of the car, and 
Mr. Smith being the typical good 
salesman replies: 

“That's all right, Meffley, it still 
has a lot of good transportation in 
it. I have just put on new rubber, 
put in a new battery, had the motor 
tuned up—it’s the sweetest little job 
on the road today, What I want to 
know is, how much will you give 
me in trade for the new car?” 

Mr. Meffley: “Now, Mr. Smith, 
you don’t happen to know what the 
serial number of the car is, do 
you?” 

Mr. Smith: “No.” 

Mr. Meffley: “Well, before I can 
give you any idea of what the car 
is worth, let’s more completely 
identify it.” 

Upon taking the Red Book from 
my pocket for that purpose, Mr. 
Smith immediately says: 

“Nothing doing! If we are going 
to base the trade-in value on Red 
Book service, the deal is all off.” 

Mr. Meffley: “Now, wait a min- 
ute, Mr. Smith; all I want to do is 
to identify this car. You say it is 
a 1928. In this little book here we 
have identifying data furnished the 
publisher of the book by the fac- 
tories themselves. This service is in 
use by all automobile dealers, 
finance companies, banks loan and 
insurance companies. The United 
States government uses it for income 
tax purposes and your own tax 
assessor places a value on your car 
according to this service. 

“Some time during your life, Mr. 
Smith, you purchased ‘ife insur- 
ance. The agent sold you ou the 
necessity for having such insur- 
ance. When you asked him what 
the cost would be, he took an in- 
surance manual out of his pocket 
and showed you what the cost 
would be. You didn’t hesitate—you 
didn’t argue the point~—you knew 
that back of this manual was one 
hundred years’ experience, and when 
he showed you that the rate per 
thousand at your age was $8.90, you 
knew that that was the true rate. 
So it is with this book. It is a 
manual of identifying data and the 
data is guaranteed by the factories 
that produce the car. 

“Now, Mr. Smith, do you know 
where the serial number is located 
on your car?” 

Mr. Smith: “No.” 








Mr. Meffley didn’t tell you that we 
would allow you $135. He simply 
pointed out to you that based on 
250,000 sales, $135 was the average 
price at which the car sold. I have 
not even seen the car. Let's go out 
and take a look at it.” 

By turning to the Red Book, the/ wy, Jones, picking up some ap- 
location of the serial number is |praisal sheets, goes with Mr. Smith 
found within the black lines that | nq takes a ride in the used car, at 
head each car classification. Wip-| which time he points out that the 
ing off the grease and dirt from the | fenders have to be rolled out, motor 








serial number, I say: 

“Mr. Smith, will you please put 
this number down as a read it off? 
Now, Mr. Smith, will you read the 
number back to me so that there 
cannot be any mistake as to the 
correct number?” 

Comparing the serial numbers we 
find that Mr. Smith has a 1927 car 
instead of a 1928. 

Mr. Meffley: “Why, Mr. Smith, 
you told me you had a 1928 car.” 

Mr. Smith: “That’s exactly what 
I bought it for.” 

Mr. Meffley: “Now, Mr. Smith, 
possibly you did buy it for a 1928, 
but you just read the serial num- 
ber back to me and this is the same 
serial number in the book which 
shows that it is a 1927 model.” 

Mr. Smith: “I bought that car 


for a 1928 in spite of what your book | 


says. I still think it is a 1928.” 

Mr. Meffley: “All right, Mr. 
Smith, here’s the identification data 
for a 1928 car. It calls for a 31x5.25 
size tire. Is that the size you have 
there?” 

Mr. Smith: 

Mr. Meffley: “It calls for 
gauge. Have you got one?” 

Mr. Smith: “No. Let’s not argue 
about it. What if I have got a 1927 
—possibly somebody did ‘gyp’ me out 
of a year. What I want to know 
is what you will allow me in trade 
on the new car.” 

Mr. Meffley: “Now, Mr. Smith, I 
told you in the beginning that I was 
just a new car salesman. I know 
nothing about used car values, but, 
here, I will show you what your car 
brought in the market on an av- 
erage throughout the United States, 
based on 250,000 sales during the 
past three months. $135.” 

Mr. Smith: “You're crazy if 
you think I am going to take $135. 
I'll run the wheels off it before I 
would turn it in on the basis of 
$135.” 

Mr. Meffley: “Now, just a minute, 
I didn’t tell you that we were going 
to give you $135 for the car. You 
yourself just told me that you had 
put on new rubber, put in a battery, 
tuned the motor up and the car does 
look pretty good. This price of $135 
is the price on the average car. 
Yours may be above the average. 
You know our firm, We have been 
in the automobile business for years. 
We have built up a good clientele 
which we could not have attained 
except on the basis of fair dealing 
and good service. Now, I’ll tell you 
what we'll do. Let’s hop into this 
car and take it to our used car man- 
ager, the man who is paid to place 
valuations on used cars.” 

Mr. Smith, being fully sold on the 
new car, goes with me to the used 
car manager and is introduced. 

Mr. Meffley: “Mr. Jones, I want 
you meet Mr. Smith, who is inter- 
ested in our Model 67. He has a 
Model 38 which I have identified.” 

At this point Mr. Smith breaks in: 
“If you think I am going to take 
$135 for that car, you’ve got another 
guess coming.” 

(The dear old public selling used 
cars to automobile dealers as they 
have always done.) 

Mr. Jones: “Now, 


“No.” 
a gas 


Mr. Smith, 


ltuned up, shackle bolts adjusted, 
|there may be a little knock in the 
imotor, one new tire has to be put 
| on—all of which is carefully noted 
|down, But upon their return to the 
office. instead of going directly in, 
the used car manager puts Mr, 
/Smith in the new model, takes him 
ifor a ride over a new route so he 
|}may see and feel the difference be- 
itween the two cars. 
| Upon returning to the office the 
lused car manager, Mr. Jones, says: 
| “Now. Mr. Smith, all we want to 
ido is put your car in a condition 
|which you yourself would require if 
you were buying the car. Suppose 
that you were a prospect for the 
car. You would want those fenders 
rolled out. You would want the 
hole in the upholstering mended, 
You would want a new tire put on. 
“You understand, of course, Mr. 
Smith, there is no profit in the used 
car department, You desire to pur- 
chase the new car and you have 
your old car to trade in. The deal- 
ers, in accepting your car, do it 
solely as an accommodation, and 
such an accommodation is found 
only in the automobile industry. 
Suppose you needed a new pair of 
shoes, you wouldn’t attempt to trade 
in your old pair. Suppose I walked 
into some tailor shop to order a new 
suit of clothes, and prior to ordering 
the new suit I insisted that the 
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| COMING EVENTS | 


JULY 


20-22—Llandrindod, Wales. Commercia) Car 
Show 








AUGUST 
22-26—Denver, Col. American Chemical 
Society Convention. 
30-Sept. 1—Cleveland. S. A. E. Aircraft 
Meeting 


SEPTEMBER 


12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 

15-17—Atlantic City, N. J. American Trade 

, Association Executives Annua) Meet- 

ing. 

19-20—Harrisburg, Pa. Pennsylvania Auto- 
motive Association Convention. 

22-23—Chicago. Nationa) Association Motor 
Bus Operators 


OCTOBER 


7—Buffalo, N. ¥. Nationa! Metal Cone 
gress. Sponsored by American S0- 
ciety for Stee] Treating, with co-op- 
eration of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society. Wire Association 
i—Washington, D. ©. Nationa! Safety 
Council Meeting. 
&- 7—Buffalo, N. ¥. National Metal Exe 
nosition, 174th Regiment Armory. 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director 
4- 6—Toronto. Transportation 
8. A. E 
13-22—London, England. Olympia Show. 
17-22—Atlantie City, N. J. National Hard- 
ware Association, Accessories Branch, 


NOVEMBER 
14-16—Atlanta, Ga. Nationa) Tire Dealers’ 
Association 
DECEMBER 


2- 3—Chicago. National Standard Parte 
Association Convention 

5- 9—New York. Annua! Meeting A. &. 
M 


3- 


| &- 


Meeting, 


{. E 

5-10—New York. Power and Mechanical 
Enginereing Exposition. 

5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall. 
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Peat 


, are times when this town sort of takes 
our breath away. When we walk down department 
store aisles and see clerks selling 63,000 pairs of socks, 
6,000 sets of table glassware, 15,000 dresses at a single 
sale-——we wonder how much the market exceeds our 
imagination. When we see a hundred thousand motor 


cars parked around the beaches on a Sunday afternoon 


—we think of the miles untouched by the magic of 


millions, the bare roads of the back country. When we 
read press reports from the provinces of thin crops and 
thinner prices, car dealers going back to horse-barter, 
homesteads papered with mortgages, salesmen without 
prospects, and factories without smoke—the car sales 
reports of New York look too fat and healthy to be real. 
And when in these times we see the sales map of America 
steadily shrinking in size, and New York bulging like a 


country-fair balloon, we send a pious prayer to the stars! 


Niw YORK is always doing the unexpected. 
The jack keeps jumping out of the box. About the 
time we think we know how big the New York car 
market really is—the darn thing grows; statistics 
spoil, and preconceived notions turn old-fashioned 
over night. In 1929, New York was the largest car 
market—it took 6.8% of America’s cars. In 1930, 
the U.S. pulled in its belt—New York let out a few 
notches: car sales climbed to 8.3%. In 1931, the country 
dropped, New York streaked upward: score on Decem- 
ber gist, 10.4%! This year, the rise continues — latest 
reports at the five-month mark, give New York 12% 
of national sales! 
‘The New York car market is relatively greater than 
ever! And practically all companies have shared the 


pluses! Studebaker and Buick got 10% of national 
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New York a 


sales here in 1929, are currently getting 20%! Oakland- 
Pontiac formerly drew 6%, now chalk 12%! Chevrolet 
was getting 5%, now gets 10%! As the pie has shrunk, 


New York’s slice has doubled! 


_ New York gives more than a {fifth of 


sales to Studebaker, Buick, and Nash, a sixth to Reo, 
better than a seventh to Auburn and Oldsmobile, buys 
one-ninth or more of Chrysler-Plymouth, Graham, 
Oakland Pontiac, De Soto, Hudson-Essex, and Willys! 

‘There is no mystery to the spectacular rise of New 
York. [t has kept more workers at work, more customers 
have jobs, savings and salaries are larger-——and the vast 
majority of folks are living about as they always lived. 

So you can sell cars in New York—easier than else- 
where, with wider profit margins and lower cost. The 
market is here ——- and isn’t hard to find. It is mostly 
middle-class. ‘The staple middle-incomed strata buy 
about three-fifths of New York’s cars—are quickly and 
comprehensively reached by The News! 
‘The News has more than a million and 


a quarter circulation in the city and sub- 


: si 1932 1929 
urbs, which have more thana million and ($MONTHS)* (YEAR) 
aquartercar-owners! Anditconcentrates Studebaker 20.8% 10.7% 

7 ie E 7 Buick (Marquette) 20.6 10.7 
three-fifths of its vast circulation among Nash 20.1 14.4 
he middle-incomed gr tho buy Aen ey * 
the middle-incomed group — who buy a 15.9 19.4 
three-fifths of the cars! It is the greatest Oldsmobile (Viking) = 15.1 8.3 
© Chrysler-Plymouth 13.3 8.9 
selling forcein the greatest market—and — Graham 12.3 8.9 
: 3 : F : Oakland Pontiac 11.9 6.5 
is doing a better selling job in harder sell- _ De soto 1L.8 8.0 
. ee See eR tes eee Hudson-Essex 11.3 7.5 
ing times...so car advertisers increased Willys a a2 
linage in The News 55% last year, again Hupmobile 10.7 12.9 
p ae = = Chevrolet 9.9 5.2 
increased 42% in the current six months! Dodge 9.4 5.8 
ea . . Ford 6.8 4 
Advertising cost is at rock bottom! For 2 

. é oe : Source. New Car Registrations 

more effective selling, use The News! * Note—-Georgia has made no reports this year 


NEW YORK MARKET SALES — 1932 
PERCENTAGE OF NATIONAL TOTAL 


GAIN OR 
Loss 


10.1 


+9.9 
+5.7 
+8.1 
~3.5 
+68 
+ 4.4 
+ 3.4 
+ 5.4 
+3.8 
+ 3.8 
+4.3 
2.2 
+4.7 
+3.6 
+2.6 


THE NEWS, NEW YORK’S PICTURE NEWSPAPER 


Tribune ‘Tower, Chicago 4+ Kohl Building, San Francisco + 220 EAS'T 42and SUREET, NEW YORK 
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NEW FORD-LINCOLN DEALER 
Rochester, N. Y., July 21.—The 
Reliance Motors Corporation, with 
galesroom and service station at 612 
Culver Road, has been appointed 





Ford and Lincoln dealer, L. W. 
Sage is treasurer of the company, 
which maintains one of the largest 
and most completely equipped sales 
and service organizations in Monroe 
County. 








PENNSYLVANIA FINDS 
ACCIDENTS REDUCED 


Harrisburg, Pa., July 21—A 2 per 
cent. reduction in motor vehicle 
fatalities is reported by the State 
Bureau of Highway Patrol and 
Safety for the first six months of | 
1932 as contrasted with the same | 
period last year. Deaths totaled 862 
since January 1, it was stated, while 
in the 1931 half-year period, 876 
persons were killed. 

A decrease of 10.1 per cent. in the 
number of reported accidents was 
recorded, but there was a 3.8 per 
cent, increase in the six months in 
the number of persons nonfatally 
injured. There were 17,970 injured 
in the first half of 1932 and 17,297 
in the same 1931 period. 


GAMBILL ADDS DEALER 
Chicago, July 21—Gambill Motor 
Company, Hupmobile distributor in 
this area, announces the appoint- 
ment of Lincoln Square Motors, 
Inc., as a dealer, with headquarters | 
at 4948 N. Western Ave. 


LIABILITY OF STATE AGENCY 
TO GASOLINE TAX CONSTRUED 
St. Paul, Minn., July 21.—The 
State Highway Department is not 
liable for the payment of a tax on 
gasoline for use in governmental 
activities under the Federal Revenue 
Act of 1932 when the purchase is 
made direct from an i!mporter or 
producer but would not be entitled 
to a refund if the purchase was 
made from an ultimate dealer or 
distributor and the tax had been 
included in the _ purchase price, 
the State Commissioner of High- 
ways, Charles M. Babcock, has been 
advised in an opinion by Assistant 
Attorney General W. H. _Gurnee. 


DOUBLES SPACE 

San Francisco, July 21 (UTPS).— 
Less than two months in business, 
James W. McAllister, Inc., Northern 
California Chrysler and Plymouth 
distributors, have been obliged to 
double the size of its San Francisco 
store space to take care of its busi- 
ness. The firm now occupies the 


entire building on the corner of Post 
and Van Ness Avenue. 


Performance 
Counts! 


BROCKWAY TRUCKS 
represent twenty - three 
years of successful pro- 
duction and service—de- 
signed to serve over a long 


period of time, economic- 


ally—built to assure our 
future success. Thou- 
sands of BROCKWAY 
TRUCKS are substantiat- 
ing our claims by actual 
performance, 


Brockway Motor 


Truck Corporation 
Main Office and Factory 
Cortland, New Yeult: 








Cumulative New Commercial Car Registration Statistics, June, 1932 


Returns for 


today: 


Iowa, New Mexico and Oregon 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ill., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 


Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. 


previously, but it is given here complete for the convenience of our subscribers. 
In this table, 29 states and the District of Columbia. 

















. e | & 

States g Z e 

|e] 

« -2) Oo 
Arkansas |__| | 30| 
Connecticut | ‘icut | — 2| 106| 
Delaware ‘| | | 35} 
Florida Ss : 58| 
Idaho os | | 17| 
Mlinois Ss 10; | 174 
Indiana | 1| 141 
Towa [157 
Kansas | | 130) 
Maryland | 16| 6; ‘119 
Michigan | i 178} 
Minnesota ee. 3 | 176) 
Missouri . } 217 
Montana ~—*«|; ] ] 8, 
Nebraska i+ | 49 
New H'pshire hire | | 1 31 
N. Mexico __ 2 | 19 
North Car. | | 124 
North Dakota cota | | 30 
Ohio ——i(it™*™” | 3 218 
Oregon | a mam 51 
Rhode Island i | — 37 
So. Carolina | 40 
South — Dakota; | | 25 
Utah Sf ] 19| 
Vermont eT 2 30 
Virginia Oe 2! | 147| 
WwW. Virginia 7 | | 55 
Wisconsin a aon | | 273 
Dist. | of Col. ae 1 38 


~~ YTotal 


























Arkansas, °31 | ] 33) 
Con'ticut, °31 R 6) 1 
Delaware, °31 | | 1| | 40) 
Florida, 31 | | 160| 
Idaho, 31 | | 50} 
Milinois, 1931 | 8 3) +350 
Indiana, 31 | 6 175 
Towa, '31 | | | 
Kansas, ’31 | | 207 
Maryland, °31 | 14 6 162 
Michigan, 31 | 3 ~~ 300 
Minnesota, ‘31 | 190] 
Missouri, *31 % 1| 4 423 
Montana, 31 oe | | 44, 
Nebraska, *31 | | | 128] 
N. H’pshire, ’31| a | 9 
N. Mexico, °31| | | 66 
North Car., °31| l | 195 
Nor. Dak., ’31 | | | 45 
Ohio, “31 || SsC«YCC8B'D 
Ore zon, ‘31 et 112 
Rhode Is., 31 | A 51| 
S. Car'lina, °31 | | 1| 104 
8. Dak, “31__| 52 
Utah, 1931 | l 5 
Vermont, “31 | | | 25 
Virginia, “31 | 3, #44) + #«263 
W. Va, "31 | | 4 4114 
Wisconsin, 31 | | 310] 
Dist. of Col.,’31| 8 | 38 
Total, 1931 | 53] 38] 4518 
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Some of th's data has been published 


Commercial car figures do not include busses. 










































































a 
3 z z] 2 
2 fle] E |] se | BE] aE] a | States 
33 S| § |B | 2) ee 1 28)| 2 
a= a} ae |a] Bee] eS] & 
| | | ___29} 1| | 4| | | 1| | | | ] | | __ 65|Arkansas 
2| 18| 1; 121; ~+‘15) 1| 21] 1} 3] 2| 8| i} 6 3; #=«@Q 5|  320\Connecticut 
| 3 | 24| 4| 1| 5| | | | 2| | | 2/ | | 2| 78| Delaware 
l 3] 97] 1] 1] 11] i l 1| | 2) 3) ij li| 189 Florida 
3| 24| 1] | 2 | l | a 1| | | 49Idaho 
29) 25 | 2; ~ 167] 15] 1/ 64! | 9 1 | 12/ 4) 3| lij __527\Mlinois 
2 OC CS | ] 9) l ij =| ] 3|—s«s7|_——s«376 Indiana 
T sisttt esulencttt cast caged ni ett cena msn unasdeeaaitlecsiaa teactiainelectins tnt inate gist 
5) 12} | 144) 11] | 40] | 2| 1| | 3| | 8| 3} 359/Kansas 
3 32] 3). 117; ~*19) 3| 37] 2] 11} 10 3] 3| 2) 1| 6| 393\Naryland 
| 35 | 12; 434 12/ 1 32] 1} 1] | 14) | | 7 5 2] 6) 740 Michigan 
14) 21 | 5] 220) 6| 2| 57] 1| 6) | | 8| 2| 5| 3; 526 Minnesota 
8 —-20| 4, 251, —«20 3| “a4 ‘| 7 5] | 3] 5| 1; +9| + 629/Missouri 
1] ) 22 | | 16) | | | 1 | 1| j 49 Montana 
4 4| 1| 65, —«10) 26| | 1] 2 | ] } 4 1[_167,Nebraska 
3| z "a | 2| od 1| 3; 104. New H’pshire 
| 1| } 39) | | 8 | | | | | | 1| | | 68\N. Mexico 
1| 9} | 127; 9 10) } 2] 3| | 1} 28€ North Car. 
2) 3] 7 35] | | 23} ] } | | | | 1; 94 ‘North Dak. 
8| 47 | 4 375[ 43] 21| 80) | 16 | 18) | 4] 15| 21| 10} 91,974) Ohio 
13| 3 iay—iT CD 17| 1| | } 3 6 | 4) 2 ] | 236 Oregon 
5] 8| 59, —Ss«d18| | 7 | 8) | | | 3|_ 147\Rhode Island 
2 1] ] 42) 2| 5) | 1] ] | 2| ] ] 1 96'S. Carolina _ 
6] ) ae | __ 18) | 1| | | | | | 1|__62/S’th_ Dakota 
] 2| | _‘18 5] | 7 | | 2 | | 1| ] | | 54Utah 
2 8| | 62! 3| 2) 20} | 1 | 6) | 1| 2| | 6) 145 Vermont 
2| 8) | 143] s)0C~CS~SC‘i‘C‘S 1| 1| 2| | | 3] 1| | _ 351 Virginia 
1 al Se Se | | | 2) | | 1| | CW. View 
27 37 | 6261 ——«*BT 4, —C«B | 14| l 1} 8) 1] 10| 14) _—_—'732/Wisconsin 
te eee 
3439, «272 59 805 #$?7) 4 ieee 2 190 8524; Total 



































; | oe 27 4 | | 1] |_| ___ 65 Arkansas, 31 
136 4 25 15| 208, Tj 32) 1| 9] 16 l 1] iC 7 14, 500 Con’ ‘ticut, 31 
| . ; 44, 14) | 1| 4 | “| [_1| | _ 105,Delaware, "31 
| | 14| | 1 ] 6 ce ] 5| i{_1{__—*506 Florida 
[ia TF ! 9) | 1j | 2 ] \ | 2 2 4, 21idaho 
2g, Sif SSCS 98 | 8 6] 1| 3| 15) l 18|_-31|__—*:1056 Mlinois, 1931. 
2, «a ___3|_«'183 21} | 47] 2| 7| 3 4) | 4 | 8| 1| 11| 7| 507. Indiana, ’31_ 
2a~CS«S —__ 3lf | 220; 6 ; 73) | a | 17] j | 14| 2 13, —«2|_—S—«651 Towa, "31 
yy TF | 67 } 1] 3 | 11) 1} 12} 4] 497 Kansas 
8 20, —«-S=«w 90 1i| | 50 _— 15 2| ij 9 9 3| 13| 523 Maryland 
| il) —«43 | 9 657) 7 | 69 8] 3| ] 23 ] | 8| 6 5| 12) ‘1184 Michigan, 31 
gj 18] dB | 62 1| | 12) | 6 SCC«S 17|—~*6|_~—*dS14/Minn., 1931 
3; —t«4AY 6; 421,87) 645° ——OC«CLY;:Ct<C‘«‘C 8S‘ 9 5| | 6| 5| 15| 30; 1077/Missouri, *3) , an 
4, TT | 18 | | 1 | 4 | [__3|__139Montana ; 
} eae [ail [4 a | [4 a _eiNebrasks, "31 
=e i! ce a 114, 5 j 10) | 2 Py 2] 2,2 1) | _242'N. Hamp., ’31 
1] 3 #«x=*T 55). ~~] | 14 ‘2gPe wera’ 1 sl lr 1 1 | _151/N. Mexico, ’31 
2, ~—=C«dBYtC(“<‘~Y:*‘<«iTS~C~S 25] 3] 1| 2 ] |} 8 3| 2| 448 N’th Car.,’31_ 
i 5 eT | 57 | 1 7 ] [ & [3 ij 169\N. Dak., °31 
2 Sl] 48988 | 95) 5] 24 2| 22, 9] 26, ~+«28) ~—=«s«18|~—~S—=«iS3|_—«1208/Ohio, “31 
| 13] 2 195 7| | 23 1.2 | «1B 2 | 2| 5 , 6, 385\Oregon, ’31 
2 a __ Ff 14 l | 12] 2] 40 4 4 | |; 2 1| 3| 1[ 222 Rhode I Is., 31 
; 9| | 86 2) 4) a) 1| [ cm 2| i ‘| _211'S. Ca'lina, a, "31 
yj 5] 43 30) | 2 | | Cd ry 1[ 1448. Dak,, °3 aa 
ee ij | 80 BB 12) | rT l 3 l «2. 2 2175 Utah, 1931 = 
a) 65 2] : ae | 2] 4 | | — 12| i) 145|\Vermont, °3 
3,”—Ci“‘GYCSCS13;—CSG } 3ij 2] 3) 3] | = 3,8 4] 661 Virginia, ’31_ 
6; 18 | T Bia | 29) 1} rT | 10) 1 141i 10) _—*5|__—«843|W. Va, “31 
26) 25 | 3,—i67,—“‘<‘CS | 72 | 2) | 14) 4) 7| 10 1) 21| 16, _782\Wis., 31 
: 8 | _106; 14] | 10 | ai a a |. J. 6 1)  8|  20i|Dist. of Col 
~ 119, 582] %2| 5622) 238] | 1108) 27 | 96, 9| 212; 20). 27) 162; 94] 195)  227| 13369| Total, 1932 
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Extracting Carbon Black 
From Natural Gas 


In the current issue of Chemical 


and Metallurgical Engineering, 
Clark C. Boardman, plant manager 
for the Thermotomic Carbon 


Company at Sterlington, La., de- 
scribes the method used by his or- 
ganization in cracking natural gas 
for carbon black, as follows: 

“The Thermatomic process pro- 
vides a method of heating methane 
to its cracking temperature (900 to 
1,400 deg. C.) and a means of separ- 
ating the solid carbon from the al- 
most double volume of hydrogen in 
the resultant gas. A small percent- 
age of the original gas _ passes 
through the process uncracked. A 
plant unit consists of the following 
sequence of equipment: First, the 
furnace which resembles the super- 
heater of a water-gas machine, 
being a steel shell—i14 ft. in di- 
ameter and 25 ft. high—with a 
spherical dome and a water gas 
stack lid. The shell is lined with 
firebrick and protected with insula- 
tion, and the chamber is filled with 
checker brick to store heat. The 
routine resembles the water-gas 
process, in that heating and run- 
ning periods follow in sequence. 
During a run, the stack lid is closed 
and natural gas admitted into the 
top of the furnace, passing down 
through the _ previously heated 


OHIO COURT RULES 
SIX WHEEL VEHICLE 
MUST CONFORM TO LAW 


(Continued from Page 1) 





be distinguished upon the fact and 
the law announced in those cases. 

“The theory of his claim,” the 
memorandum continues, “seems to 
be that, if the court concludes from 
the evidence that the complainant 
has produced a truck with tandem 
or trailing rear axle which will 
transport a greater load, with less 
damage to the highway than a truck 
or trucks and load coming within 
the limitations of the Ohio code 
provisions, neither the state law nor 
the county Qfficers should be per- 
mitted to deny the complainant the 
use of the highway with such trucks 
and loads. 

“Complainant's rear load bearing | 
axle construction is much like that | 
of the ordinary railroad car truck, 
and it is contended that it is so dis- 
posed and attached as to counteract 
and minimize the thrust or impact 
of the load against the bumps and 
depressions in the highway, which 
cannot be said of the fixed rear 
axle truck, carrrying less load and 
having attached thereto a semi- 
trailer truck. 

“The asserted discrimination lies 
in the claim that complainant’s 
truck will carry the maximum load 
in one unit, with less potential | 
danger to highway construction than 





the single unit truck with semi- 
trailer permitted by the _ state 
statute, and that this is accom- 


plished by adding a third axle to} 
the single unit, called a tandem or | 
trailer axle 

“T see no discrimination in barring | 
complainan’”” vehicles from the | 
highway, either from the standpoint | 
of the unconstitutionality of the | 
law or of the unconstitutional en- | 
forcement of a valid law. | 

“The truck with semitrailer and 
the six-wheel truck of the com- |} 
plainant are widely different. In} 
law and in fact, the former com- | 
prises two vehicles and the latter, | 
while having three axles, is one ve- | 
hicle and thus is limited to a load 
of twelve tens. 





“The ‘ests and calculations neces- 
sary to demonstrate the advan- 
tages of the complainant’s trucks, as 
they relate to decreasing or mini- 
mizing the highway damage, are for 
consideration by the Legislature of 
the state. It is for that body to 
decide how the maximum load shall | 
be distributed, and the enforcement 
of its mandate, as in the present 
case, deprives the complainant of no 
constitutional right.” 


checker. brick. The products leave 
the bottom of the furnace in the 
form of hydrogen gas, which, since 


it carries about one-half of the dis- | atmosphere. 


sociated carbon in suspension, has 
the appearance of black smoke. The 
other half of the dissociated carbon 
deposits upon the surface of the 
checker brick of the furnace. 

“After five minutes, the natural 
gas is shut off at the top of the 
furnace, the stack lid is opened and 
a blast of air and heating gas ad- 
mitted to the furnace bottom. This 
stream of gas and air ignite im- 
mediately upon coming in contact 
with the hot brick and the furnece 
is heated for five minutes by the 
combustion of the heating gas and 
the carbon deposited on the brick 
during the previous run. The short 
cycle of five minute run and five 
minute heat is maintained to mini- 
mize variation in brick temperature, 
so that with continuous running 
the temperature of any individual 
brick is maintained at a very high 
point, with almost imperceptible 
cooling and heating. 

“The products leaving the furnace 
enter a vertical cooling chamber, 
containing atomizing water sprays, 





supplied through an _ automatic 
temperature controller. The cooling 
takes place by evaporating the in- 
come spray water, so that the prod- 
ucts leaving the chamber have al- 
most doubled in volume with the 
resulting steam. Fortunately, the 
temperature need not be lower than 
the dew point, so that the solid car- 
bon is still carried in a superheated 
The products leaving 
the cooler enter a conventional type 
cloth bag dust collector, which 
iseparates the solid carbon from the 
gas and steam, which leave the ap- 
paratus having the appearance of a 
white fog. The solid carbon, falling 
out of the filter bags, is removed 
from the collector hoppers by an 
enclosed conveying system, which 
carries it to the screening and pack- 
ing department where it is put in 
paper bags with standard auger- 
type flour packers. 

“From its inception, the Therma- 
tomic Carbon Company maintained 
a research staff, working with ex- 
perimental production apparatus at 
Sterlington and rubber compound- 
ing apparatus at Pittsburgh. 

As a result of this research, plans 
were made during 1928 and 1929 to 
rebuild the original plant to manu- 
facture a new form of Thermotomic 
carbon. This new form—called 
“p-33” to differentiate it from 
Thermax, the original product, has 
been produced in this plant since 
the fall of 1929. The same type of 





Production -- Engineering -- Factory 


apparatus is used for both products, 
the difference in the physical char- 
acteristics being obtained by main- 
taining different time of contact in 
the furnaces. Both are used exten- 


Sively in rubber compounds, where | 


the requirement is flexibility rather 
than stiffness. Thermax is gray in 
color with a blue undertone; P-33 
is a shade of gray halfway between 
Thermax and jet black. They are 
packed in 30-pound bags, which re- 
quire no compressing before ship- 
ping.” 


TO REVIVE BIMEL BUGGY 


WORKS AT SIDNEY, OHIO) 


Dayton, O., July 21 (UTPS).—The 
Bre-Mac Engineering Company of 
Detroit, Mich., has taken over the 
Whipp Machine Too] Plant, former- 
ly the Bimel Buggy and Autor.obile 
Company of Sidney, O., near here, 
and started the necessary repairs 
for the opening of a new industry 
for Sidney—the manufacturing of 
automobiles. The work will be 
pushed as much as possible so that 
production can be started at an 
early date. 

Two former residents of Sidney, 
W. R. McCulla and Dr. F. D. Clark, 
are associated with Proctor Brevard, 
automotive engineer of Detroit, in 
the production of the new machine. 





NEW POLISHING WAX 


A new polishing wax, completely 
transparent and stated to be proof 
against ultra violet ray, the destruc« 
tive element in sunlight, has been 
developed by the automotive finishes 
division of the Du Pont Company, 


More than 100 formulae were 
tried out in arriving at the new 
product. It was tested by garage 
men and automobile owners in 


practically every part of the coun- 
try and under as many different 
conditions as could be found. It 
was also tested on new cars by some 
of the large automobile car manue 
| facturers. 5 


NEW MOTOR WHEEL 
PUBLICATIONS 


Motor Wheel Corporation of 
; Lansing has just put out three new 
booklets. One of these is entitled, 
“A New Development on the Heate 
jing Horizon,” describing its oile 
burner unit. Another is a compari- 


son based on dollars and cents, and 
the third is on the company’s oil- 
burning range, entitled, “Bringing 
New Convenience and Economy to 
Her Kitchen.” 











Sell Economy 


Everyvody Wants it 


The Greatest Economy Car in the World 


You. as an automotive dealer, are aware that the 
biggest single selling argument to-day is economy. 
Not only in first cost but in maintenance. The Bantam 


passenger cars and vans are first in economy, first in 


initial cost; and first in profit possibilities. 


Austin 


showed the way and is showing the way because the 


Bantam idea was correct from the start. 
take up the Bantam type car, but Austin remains 
primarily the greatest economy car in the world. 


Others will 


40 miles 


PASSENGER 


to the gallon; 20,000 


Investigate the Austin franchise now and learn 
about a tremendous market for commercials and 
passenger cars in every city and town in the country. 
Don’t forget that in its low base price of $395 there is 
a nice profit margin for the dealer. This Bantam has 
the backing of a sound business organization, the 
originators of the Bantam Idea. 


COMMERCIALS 


40 to the gallon is more 
than ever a major considera- 
tion. Easy parking, too, and 
fast manouverability in traf- 
fic; 44 cubic feet of carrying 
space. The ultimate in eco- 
nomical commercial delivery. 


miles on tires; 8 cars in a 
carload; weight 1,030 to 1,170 
Ibs.; high grade design and 
materials; ball bearing crank 
shaft; bronze tappet guides; 
aluminum = crankcase. Per- 
formance! More speed and 
hill climbing ability in the new 
models. Comparable in per- 
formance with cars selling for 
twice the cost. 


PROFIT 


Let us tell you the facts about a distributor who has 
sold 300 Austins at retail since March 15th, 1932. 


AMERICAN AUSTIN CAR CO., Inc., 


BUTLER, PA. 
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Essex Terraplane Offered 
At Base Price of $425 


(Continued from Page 1) 


of the frame. The member actually,two gears. Lubrication is by the 
is a part of either chassis or body|duoflo automatic system developed 
assembly and represents an integral| by this company. The oil pump is 
juncture of the two, making the car|an oscillating plunger type driven 
an actual single unit construction. off the camshaft by a reduction 

With the box girder method of| gear. Cooling is by pump circula- 
construction used in both body and | tion, the radiator having a capacity 
chassis and with this horizonta]| of 11%, quarts. The radiator is a 
web as a common member of both | copper-ribbon-cellular type and the 
assemblies, it is claimed that a/fan, together with the generator, is 
rigidity is achieved which any ex-/| driven by a triangular belt of the 
perienced driver can sense within V-type. 


¥ 









NEW ESSEX TERRAPLANE COUPE with rumble seat 

Another factor in the performance 
of this engine is the complete sys- 
tem of down-draft carburetion. A 
triple venturi carburetor utilized 
to give maximum output at all 
| throttle openings An intake sil- 
This gives a piston displacement of encer and flame arrester com- 
193 cubic inches. The brake horse-| bined with the air cleaner. The 
power developed is given as 70 at); gasoline capacity is 11.6 gallons, and 


his first minute of driving the new 

car. 
The 

frame 


plant placed in this 
six-cylinder, L-head, 
bloc-cast engine with a bore and 
stroke of 215-16 by 4% inches 


powel 


is a 1s 


is 


3.200 r.p.m. The compression ratio| the fuel is fed to the carburetor by 
is 5.8 to 1. a cam-driven pump. 

The bottom pan of the body, Fully automatic ignition is used 
which as noted forms the horizon- |The spark plugs are the K-10 metric 





ESSEX Terraplane sedan 


tal webbed cross member of the type. The distributor is mounted at 
frame, is secured to the frame the rear of the engine. where it is| 
proper at nineteen points tubber | fully protected from moisture and| 
mounting is used throughout the| positioned for reduction of electrical 
car, not only in carrying the engine, | losses. 

but for other units as well. There The clutch is a cork insert, disc 
is a body connection to the center |in-oil type, having an oil-cushioned 
of the X member of the cross/single plate with modulator hub 
frame. an unusual feature, the body! The transmission is an _ internal 





ESSEX TERRAPLANE convertible model 


bolts being connected only to the 
Side rails. The front seats are 
bolted directly to the chassis frame, | 
the bolts being driven through the 


|gearshift design, developed for this 
model. It has a synchronized shift, 
a short shifter throw with helically 
cut constant mesh gears and silent 


! 
floor. second. 
The engine is rubber-mounted| The rear axle is a semi-floating 
with two pneumatic rubber mount-/| type with Hotchkiss drive through 


ings of the vertical type at the front! the splayed rear spring. The 
of the engine and with the rear of 
the engine supported in rubber just 
forward of the transmission housing. 
Silicon aluminum alloy pistons are 
used. These pistons are of the T- 
slot cam-ground type and weigh 91% | 
ounces each. They are fitted with} 
four rings, two of which are the} 
compression type and two oil-con- 
trol type. 

The crankshaft is carried on three 
main bearings. It is a fully com- 
pensated, statically and dynamically 
balance unit. The valves are silicon 


chrome alloy steel with a head di- 
ameter of 1%; inches to give a ratio 
of valve diameter to cylinder bore 
making for a quick filling and ex- 
hausting of the combustion cham- 
bers 

The combustion chamber space is 


designed to permit of the high com- 


pression without any sacrifice to 
smoothness. 
The camshaft is a cast steel alloy 


a a8 a 


unit. The camshaft is driven by 


silent gear, the train consisting of | 








| 


springs are splayed at the front end, 
giving a wide support. The drive is 
transmitted to the frame at a point 
just adjacent to the end of the cross 
member arm, The rear axle hous- 
ing is a one-piece banjo type with 
the cover welded in place. Heavy- 
duty taper roller bearings are used 
throughout and positive oil circula- 
tion is provided to the pinion bear- 
ing. 

The front axle is an I-beam Elliott 
type with inclined spindle pin. The 
spindle pin thrust bearing is of the 
ball-type so designed that the balls 
are located above the _ steering 
knuckle. Rubber silent joints are 
used on the tie rods. 

The brakes are four-wheel 
with cable control. The cable con- 
trol is diagonally laid out so as to 
assist in equalization. Left front and 


units | 





right rear acting as a pair and right | 


front and left rear also tied together 
on cable installation. A new feature 
on these brakes is the weather sealed 


construction designed to keep mois- | 


ture from the brake lining by cen- 
trifugal force. The brakes are of a 
new low velecity type. 

The steering gear a variable 
pitch worm and sector type with a 
reduction of 13 to 1. The steering 
column height is adjustable to five 
positions and the steering wheel is 
a natural-grip type. The tires are 
17 x 5.25 inches, a new size, particu. 
larly designed for this car. The 
control layout for the car has been 
designed to give maximum comfort. 

The instrument panel is straight 
in front of the driver and visible 
through the steering wheel. On the 
right of the instrument panel is a 
spacious glove cabinet. In place 
of the oil pressure gauge is a red 
jewel tell-tale light and the ammeter 
is also replaced by a similar tell- 
tale which indicates when the charg- 
ing rate is not sufficient. A gasoline 


IS 


|} gauge is provided as well as an en- 


gine temperature indicator. 

The frame side rails are tapered 
to a maximum depth of 6% inches 
at a point just at the front of the 
body where maximum stresses oc- 
cur. The frame is tied together 
throughout its length by numerous 
and rigid cross members. There is 
a deep front box type cross member 
with integral gussets, a channel 
cross member at the transmsission 
which ties to both rails and to the 
X-member runningboard brackets, 
which act as partial cross members, 
tying the side rails to the X-mem- 
ber, a diagonal truss or 
behind the transmission, the 
member formed by the body closure 
Which ties to the X-member, and a 
rear structural cross member, a 


| rigid stamping at the tank. 
Practically every part of the car or 


} ture 





rear 


A FRONT VIEW of the chassis shows the box frame cross member 


chassis acts of the 
Ey 
structural strength of the car. Even 


the dash panel is a rigid body cross 


as part 


X-member | 
web | 





struc- | 
ervthing contributes to the | 


member. The wire wheels are de- 
signed to give a minimum of over- 
hang of the axle, and because of 
this reduction in axle overhang | 


been 
has 
been 


considerable strength has 
added to the car, while weight 
been eliminated. Wood has 
avoided structurally throughout 
vehicle 

There are eleven body 
mounted on the 106-inch wheel base 
chassis, including a standard sedan, 
two-passenger special coupe, four- 
passenger special coupe, fourpas- 
Senger convertible coupe and four- 
passenger special roadster. 

The standard models come in two 
colors, black and blue and _ the 
special models in green and another 
shade of blue. Wheels on all models 
are in velchrome, 


A base price of $425 f b. De- 


a 


oO. 





a ‘ee 3 


types | 


the | 


| 
' 
| 





ee 





THE POWER PLANT of the new Essex Terraplane is a six-cylinder 
unit designed to give exceptionally high power-weight ratio. It is 
equipped with down draft carburetion 





ee x 4 
: — 


THE ABOVE VIEW shows the X-member construction of the frame 
of the new Essex Terraplane and also the diagonal brake layout 





INSTRUMENTS ON THE instrument board of the new Essex Terra- 
plane are grouped in one panel to the left immediately under the 
steering wheel, where they ean be readily referred to 


DIESEL 








(, —— 


troit for the new Essex terraplane | 


automobile was announced. This CUMMINS 

price, the announcement revealed, 

is $20 lower than for any other § TS 0 K 0 
standard six-cylinder automobile TAR W R N 


now selling in the United States. 
Eleven models are being produced, 
the prices ranging from $425 to $610. 

The following table shows body 
types and prices f. 0. b. Detroit: 
Roadster, $425; business coupe, $470; 
coach, $475; rumble coupe, $510; 
sport roadster, $525; standard sedan, 
$550; special business coupe, $510; 
special coach, $515; special rumble 


TRUCK ENGINE PLANT 


21.—Work 
on a 


Columbus, Ind., July 
was started here this week 
new building in connection with the 
Cummins Engine Company here, it 
is announced by Clessie L. Cum- 


coupe, $550; special sedan, $590; mins, designer of the Cummins 
convertible coupe, $610. Diesel. 
The following prices were an- The new plant, which had been 


contemplated for about a year, but 


nounced for Canada, tax extra and 
construction on which had been de- 


f. o. b. Tilbury, Ont.: Roadster, $595; 





standard sedan, $750; coach, $670; | ferred pending completion of a long 
rumble coupe, $710; business coup®,| series of tests for the oil burning 
$660; special sedan, $805; special} engines, will occupy a lot adjacent to 
coach, $725; Special rumble coupe,| the present building of the company 
$765; special business coupe, $715;/| and will add 20,000 feet of floor 
special roadster, $695; convertible | snace to the operation. 
coupe, $855. | Production in the new building 
’ | will be limited exclusively to the 
BELL CHEVROLET FORMED | Diesel truck engine developed by 


Temple, Texas, July 21.—The Bell | Cummings. Marine and Stationary 
| motors will continue to be built in 
Chevrolet Company has _ beet) +14 og building. Completion of the 
formed here by M. D. Rodden, E. | new @epartment is expected in sixty 
K. Owen and T. P. Carothers. days, 
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Advertising Lineage Record, 
6 Months, 1932 











Lines of 
Advertising 
Published 
First Six 


Months, 1932 


** Automotive Industries (weekly) - = «= 357,161 























310,125 


** Automotive Daily News (daily) 





*Motor (monthly) - - - - = «= = 303,567 


**Automobile Topics (weekly) - - - = 218,971 
** Automobile Trade Journal (monthly) - - 210,280 
**Commercial Car Journal (monthly) - - - 167,825 


**S. A. E. Journal (monthly) - - - - = 127,646 


*7 x 10 page except January issue 8% x 12 — 693 lines 
**7 x 10 page — 490 lines 


*** Automotive Daily News page — 1,000 lines 


Automotive Daily News is read by execu- 
tives in automotive factories, by leading dealers 
and distributors throughout the industry. It is 
the leading newspaper printing more news more 
quickly than any other publication in the field. 


| Automotive Daily News, 350 Hudson St., N. Y. 
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How to Make Money on Used Cars 





(Continued from Page 4) 


tailor take my old suit in trade. It 
simply isn't done, but the automobile 
industry, desiring to serve the public 
to the fullest extent, has adopted 
such a policy, even though it means 
a loss to them. 

“Now, on this particular transac- 
tion I'll tell you what we will do. 
Mr. Meffley has shown you that the 
United States average appraisal | 
price on this car is $135. To put this | 
car in the condition where we can} 
guarantee and stand back of it, it} 
will be necessary to spend approxi- | 


mately $40 to recondition the car. 
That gives a total cost of $175, and 
to make it in round numbers, we | 





will give you $200 for the car, and 
we will put it in Al condition and} 
sell it to you at that price or to| 
any friend you may bring in” | 

The deal is closed. | 


Now, go bi ack with me and let us/chiseling down, the allowance. 


New York city, are included in the New York state total. 


In this table 


see what happened. 


; sponsibility on the used car, 


;}my used car manager, 


The prospect, 
Mr. Smith, had a figure of $350 in 
his mind. Then he asked me what 
I would give him for his car. When 
I showed him that he had a 1927 in- 
stead of 1928, he dropped $75 off his 
own figure, and thought he would 


be lucky if he got $275. However, 
being a good salesman, he still 


fought for the $350. When I showed | 


him the average appraisal figure of 
$135, he began to think, “If I can 
get $200 for this car, I am going to 
be lucky.” 

As a salesman, I assumed full re- 
and in- 
troduced my prospect, Mr. Smith, to 
with the fig- 
ure $135 firmly fixed in his mind. 
All the used car manager had to do 
| from that point on was to close the 
deal by building up, 





rather than! 


Compare this procedure with the 
average method of handling. Mr. 
Smith is partially sold on the new 
car. Not being a good new car 
salesman or not being properly in- 
structed by my sales manager, I 
have not made as complete a pres- 
entation as possible, and, even prior 
to the demonstration, I permit the 
prospect, Mr. Smith, to say. “How 
much will you give me for my used 
car?” I reply, “Really, I don’t 
know, Mr. Smith. Let’s go out and 
take a look at it.” 

We walk out to the car. I walk 
around it. Kick a couple of the 
tires, jump up and down on the run- 


ning board, then say, “Oh, you 
should get $400 for that car,- Mr. 
Smith.” 

Chances are ten to one that Mr. 
{Smith will reply, “Meffley, I can 
lget $500 for it right down the 
| street.” 


And thus, through improper han- 
|dling of the used car transaction on 
the part of the new car salesman, 
another trader is thrown on the row. 
_|Even if I ad bring @ that nas prospect | to to the" 








office of my used car manager, he 
comes with the idea that he is going 
to receive $400 for his car. I have 
been negligent in my responsibility. 
I have shifted the burden to the 
shoulders of the used car manager, 
who knows the car must be pur- 
chased at the right price if it is to 
be sold, and realizes his boss must 
at least break even on used car 
transactions or go Out of business. 
There is only one thing for the used 
car manager to do, and that is to 
start chiseling down from the $400, 
which in a majority of cases only 
causes ill feeling the loss of sales. 
How much better it is when your 
salesmen bring in the prospect with | 
a low appraised figure fixed in his | 
mind. How much easier it is for 
the used car manager to build up} 
from that figure and close sales. 
When salesmen know dealers have 
decided to make money on used car 
transactions through the adoption | 
of one of the fundamental prin- | 
ciples of trading, namely, “You can- | 


not purchase an article for a price | 


and sell it for the same price and 








make a profit,” they will go into the 
feld with more confidence and in 
full knowledge that wild trading will 
spoil their prospects, that the degree 
of success rests entirely upon their 
own ability, and as a result even 
though there are no additional new 
car sales there will be a profit on 
the sales that are made. 

FOUR BUS LINE PETITIONS 

| ARE DENIED BY ILLINOIS 


Springfield, Ill, July 21.—The 
| Illinois Commerce Commission has 
| denied four applications for permis- 
| sion to operate a bus line between 
| Springfield, Decatur, Danville and 
the Illinois-Indiana State line. The 
; companies are: Tri-State Bus Com- 
| pany Illini Coach Company, Wabash 
| Motor Transit Company, and Tilli- 
'nois Power and Light Corporation, 
| whion operates an electric railway 
between Springfield and Danville. 


CLASSIELED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





CUMULATIVE NEW PASSENGER CAR 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Mlinois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and 


28 states and the District of Columbia 


Some of this data has been published previously, but it is given here complete for the convenience of 


Returns for today: Nebraska, 











States 


Cord 


} 
| 
| 
} 
| 
| 
| 
| 


Auburn 








Arkansas 1 | 
Connecticut | 44 | 
Delaware . i 
Florida — 6. 1 
Idaho 1 6, ‘| 
Illinois } 217 1) 
Indiana 60; 3| 
Kansas |” 2! 1 
Maryland . | 
Michigan | +69 1 
Minnesota | 20 
Missouri | 165, | 
Montana i 
Nebraska 1 wa 
New Hampshire ~ “| ee 
New Mexico | | 
North Carolina | £12 =| 
North Dakota | ee 
Ohio aa ae 
Pennsylvania a | ~ 209; ~~» 
Rhodelsland | 7 
South Carolina | a 1 
South Dakota | F 
Utah ee 
Vermont aa aa 
Virginiz aes 
West Virginia a " 
Wisconsin ~~ | "62 | 
Dist. of Columbia 7 | 
Line Total o 1313 12 
Group Total | 
Arkansas, 193 1 | 1 
Connecticut, 1931 7: 89 
Delaware, 1931 _ 1 5 "| 
Florida, 1931 =| ~—=«46 rT 
Idahc> 1931 | 5) 2 
Hlinois, 1931 | 2% °° 21 
Indiana, 1931 | 126 °”©#&5 
Kansas, 1931 | 7 
Maryland, 1931 | 54 1 
Michigan, 1931. | 135 #4 
Minnesota, 1931 [ 54 
Missouri, 1931 | 79 5 
Montana, 1931 — 
Nebraska, 1931 | a 8 
N. Hampshire, "31 | 10 
New Mexico, 1931 | —— ee 
No. Carolina, *31 | ~ $9 1 
N. Dakota, 1931 | 5, «| 
Ohio, 1931 | 20 £49 
Pennsylvania, 1931| ~ 437/. 7 
Rhode Isle. 1931 | 37) 1 
So, Carolina, 1931[- 14 SS—= 
South Dakota, "31] 5) 
Utah, 1931 SC*@Y 
Vermont, 1931 | —So15 SS, 
Virginia, 1931 | TtSt*=~S 
West Virginia, 31 '{—— oe 
Wisconsin, 1931 [76 = 


Dist. . of Col., 1931[ 40 41] 565 oo) 


Line Total, ° ‘31 1867 71 
Group Total, ‘34 | 


Not in production. 





AUBURN GROUP _ 








Chrysler 
De Soto 




















1| 3 3 11| 
44| 60 62 42) 
3| 14 13) 4 
7| 36 13 24 
6| 4) 4 5 
218] 174] 199 175) 
63 | 73 138 103 
22 14 18 18 
63 | 52). aa, 
70 | 131; 312, 130) 
20 | 59 32 38) 
w 165 | 65) 94” ——«*2107 
1} 4 3] 
11} 12 3 20 
6| i 10 10 
i ae 1| . 
12| 26 12 14 
| 11 4 12) 
229] ~=—«:178 283. ~—S—«2188| 
~ 210y—«427 371; 350 
7] 32 28 22 
-— @ 16 10, 
| 4 5 12 
~ _. 6 11 
6] 4 8 10 
8 | 27 42 50 
~—1Td 41 29 52, 
52| 67 61 69 
a ae 31° 40 
_ | 1575 1873 (1589 
325 | 
1| 22 6 23 
89] 133,104) *87 
| a. 2 
46] ~—«94 18) —Ss—«i 
a oe 
a) eee 191’ «368 
~ 231) 130) 142 147 
oY a: wo 
55] 80 42,040) 
139[ 271; «+198 
54] «112 47 «BS 
84] 151) Cs Cr 
7} #2 22 19° 
x a ~ 60 
~ -10f~-—s34”~<C—s«é‘i”tC<CS*é‘CS 
ee T 0 
20 | 88 ~C*«di:C 61) 
5] iti‘ ‘”*‘Céi SS 
a) a ee 
444, «877, ~=S*=s«CA|SC:*=C:«iOD 
38] +79| + ~+#«79 52 
4, a SCD 
a es 
lit 9 10) 27 
15] 3m 4 ~—«O83 
31] ~—~-36 80, «#93 
23| Ba 83 
en nT O,~S*«* 
67 
| _ 3472 = 2004, += 3035 
1938 | a l 


en 
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Plymouth 
Totals 
Ford 
Lincoln 








____ FORD GROUP 








Cadillac 
Chevrolet 

















GENERAL MOTORS GROUP ~ 











Oldsmobile | 





Pontiac 


















































35| 52| __:192} 2! 194] 5| 202 1) 1 10) 219 

“366 530] «636 4| 640} 132 13; 4518 9 28 124 824 

40) Ti] +186; °° ~*&| 186, +22; #3, 140) 1 7. oo 202 

179 252 | 631 2| 633], ia, 463 3 8 57 579 

24| 37]__—«102| | 102 | 8 1 91 | 2 3| 105 

1036 1584) 2456) 21) 2477) _—«220,_~—Ss«40]—SsG27;—S8|Ss1SZ, 282 2278 

___ 492) 806] 1088; 5 1093," —S«O' 9,~—C«DNDT 7 75, 1377 1137 
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ADDITIONAL RULES 
ON EXCISE TAXES 
OFFER BY N. A. C. C. 


(Continued from Page 1) 


reasonably 


guidance ef the taxpayer. 


Q. 1—Are 


when used in 


the 


non-taxable -articles? 


A.— 
the regulations. 


This point i 


parts are NOT 
they are specifica 
the law. 


of self-starters used for marine en- 
ho-vever, 
t protect himself 


gines. In such sales, 
manufacturer mus 
by 


our subscribers. 


It 
present intention to rule that such 
except as 
mentioned 


An illustration is the case | 
‘them in order 


s not 


is, 


taxable, 


lly 


parts generally 
nized as automotive parts taxable 
manufacture of 


safe procedure for 


the which parts were purchased prior to| 
the effective date. In case of sale 

recog- of such parts for replacement, 
single invoice can be used, an as- 


covered 
however, 


requiring a signed statement of! 


REGISTRATION STATISTICS, 


New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. 
city, or town lists, or lists of owners in any given section may obtain these by addressing any of these three companies 


the 


the 


the use to which such parts are to 


be 


put, 


|the further manufacture of motor | 
| vehicles, the manufacturer may buy | 


Q. 2—A manufacturer has on hand} component parts or accessories un- | 


parts purchased prior 
|tive date of the act and other parts | 
}purchased afterward. 
| for 


to the effec- 


When 


replacement are two 


| 8 
| required? 


A.—No, provided that an inventory 
has been taken which clearly shows 


in 


col 


in | re 


| tween 
Can this be done? 
The law requires that in 


Readers desiring county, 


New Mexico & Pennsylvania 


__ HUDSON GROUP 


























g | =| 
States s 3 | sa| 3 = E 
z 2 me | poe = = 
3 3 ag| ee 3 : 
| = z zo | s* oe 3 
Arkansas | 1 1| 4) 2 6] | 3 
Connecticut | 48 15 63 | 3 50 48 101| 30 4 4] 5 26 
Delaware _ | 6 3) 9] 11 5| 16 | 2 i 2| T 1 
Florida. | 22 14 36 | 2 7 8 17} 10 j 10 | 4 11 
Idaho ae 4 1] pee 5 sj ee oe 
Mlinois } 132 40 172 | 24 ~=«N)—S—~=«éi‘STL 297, «99 16 115 | 7| 12 66 
Indiana .. - oe 84] 6 ~—s58 127 | 73 4 ws. 
Kansas . = 16 40 | | a 0 32| 26 Ty ee ee 
Maryland a 46/ 4 ©6649 33 86 | 21 8 29 | 2 18 
Michigan } 163 #71 234 | 7 ‘120 76 203, —=«90 5) a: a er 
Minnesota | 36 23 59 | 51 28 79 | 39 2~=CSLY 13 
Missouri | .6@ 21 77 | ll 46 26 83) +43 8 51 | a. oe 
Montana 1 6 2| 8} 4 1 .LCUC«W en ee 
Nebraska a 18, 28 | 26 18 44,25 ¢ oF a 
New Hampshire {| 18 3 21 | 18 ll 29; —~=CO*«O 1 12] of a 
New Mexico | et — oS | ee 
North Carolina | —_13 3 16 | oes oe 14] 6 | | y; | 
North ‘Dakota eS 1| 1| 2| Re 15 7 22 7 ao; Sti ae 26 | mame. % ek: 2 
Ohio | 179 64 243 | + 156 «111 271| 232 33 265 | 8 8 )~—SCO 
Pennsylvania | 218 82 300]. +17  #«218 #4187 +°«=#5©| 422] 368 39 -407,°—~C*«‘< 2! 17 138 
Rhode Island | 18 5 23 | cs 10 "29 19 . —_ | «= 15 
South Carolina | 10! 2) 12} 5 2) 7| I 4 1] po ae 
South Dakota | 2 2] 16, 5 ot ‘1 8 3 
Utah | 14| 4 18 | 9 4 13 | 1, 1} 5 
Vermont | ~—~—«22 12) 34 | | «aS 7 22) —«28 2, 30 | i 
Virginia — [a 10 41| | (a9 19 33f_35)s—(‘ié‘CS 38 | See ee 
West Virginia” | 24) 12) 36 | ae 16, | 6 23 38 | ae 
Wiscersin — | 64; 257 89 | 6 62 55 113[ 105,17 122 | 5) ae 
Dist. of Columbia | ——30'——«10 40] | ow oo a. 8 | ; 6htltCU 
Line Total | 1250 491 87 1169 964 1348 156 62 64 627 
Group Total | 1741 | 2-9 | 1504 | l 
Arkansas, 1931 | 1 1 2| 9 9| 4 gy | @ 
Sonmesticat 1931 | 123; 49 172) —«21 96 li7j «53 10 63 | 14 7 o4 
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Franklin has tong pioneered the air-cooled engine and brought it from its original 
conception to tts present day pertection—and present day leadership. Engineers and 
authorities throughout the country are recognizing the superiority of the new Franklin 
1Z-cvunder engine and the new Airman engine. The public too is getting the full 
meening ot the change from water-cooling to air-cooling which aviation has stimulated. 
Frankin ofters an excellent dealership opportunity, either as an exclusive line or com- 
panien car Every torward-iooking, progressive dealer should investigate the Franklin 
franchise Write or wire today for full details and available territory 


Air-cooled FRANKLIN 


MOTIVE DAILY NEWS, FRIDAY, JULY 2 
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Air-Cooling 


Addressing the S.A.E. Convention on “WHAT MOTOR CARS 
COULD BE,” this automotive authority and aviation engineer 
made this statement: 





“More than that, you go all around Robin Hood’s barn to cool your 
cylinders. First you put a jacket around the cylinder which you 
fill with water; you carry the water at a distance to the radiator 
to ‘air cool’ the water which then travels to the cylinder and 
‘water cools’ the cylinder evenly all over—just the thing that is 
not wanted. What you really want is even temperatures over 
your whole cylinder—not even cooling. We have proved in avia- 
tion that for commercial work and heavy duty we can air cool a 
cylinder directly, better than indirectly, and—all military claims 
to the contrary—can do it with less head resistance than the use 
of a radiator indirectly.” 

Alluding to the latest product of one automobile company whose 
whole history has been built around air-cooling, Mr. Stout says: 
“Recently, by adopting aviation practice and going to modern 
air-cooling, this firm has been enabled to do things so startling 
from the power plant standpoint that the results are hardly 
believable to him who knows only indirect water-cooled engines.” 


Franklin Automobile Company, Syracuse, N. Y 
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